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IDEAS FOR MANAGEMENT 


THE ABC'S OF KOQ coe .Mid-Dec. 18 
How tu determine the most economical order ‘quantity (E0Q); H "the 
key to reducing costs of carrying stock and buying. 

HOW EOQ BUILDS PROFITS. -danuary 70 
Here is a step-by-step analysis of how one New England distributor 
put EOQ to work; a breakthrough in better distribution management. 
WILL EXTRA SERVICES MEAN EXTRA SALES7. January 74 
Additional service functions, including on-the- spot and shop re- 

pairs, meant extra sales and profits for a Texas distributor. 


ORDERING FROM THE FACTORY BY KEYPUNCH... 
Here is the first known case of a successfui system to tie ADP 
into suppliers’ plants. 


WHY NOT OUTSIDE DIRECTORS? 
Distributors can benefit from expert and detached advice when ‘ey 
appoint outsiders to their boards. 


NO QUOTAS? NO CALL REPORTS?... 
In this case for sales managers, a firm’s president has doubts about 
a sales supervision program proposed by new sales manager. 


80/20: SELLING INVENTORY SERVICE 
New cooperative stocking plan for bearings represents a break- 
through in the drive to add more value to the distribution function. 


IDEAS FOR SALESMEN 


A SALESMAN SHOULD ENJOY HiS JOB 

A Chicago salesman chooses selling over the opportunity for retire- 
ment or fuil-time managerial responsibilities and offers advice for 
new salesmen. 


CASE DISCUSSION METHOD AIDS SALESMEN 
Salesmen use case discussion method to develop better under- 


tanding of complex relati hi in typical selling situations. 





WHEN DO YO"! STOP CALLING? January 78 
In this case, the sales manager must evaluate “just how many sales 


calls a particular customer merits. 


SELLING THE ONE BEST WAY " 
A Milwaukee specialist promotes a service package enabling cus- 
tomers to improve their products and reduce production costs. 


THE UNFAIR TERRITORY SHIFT 
After a re-assignment of territories, 
he has lost out on some big accounts. 


a salesman discovers that 


DO YOU KNOW MODERN MAINTENANCE? March 86 
Here is the latest word on what large customers are planning in 
the buying of their stores supplies and parts. The trends spell 


opportunity for salesmen. 


YOU MUST MOTIVATE A MAN TO BUY........ Arar reensmnened March 92 
Four ID readers give their solutions to November '62 salesmen's 
case, “‘Idlas’ Dilemma.”’ 


THE EXPENSE ACCOUNT DILEMMA 

Until the IRS lays duwn the definition of what constitutes a busi- 
neas purpose, distributors and salesmen must keep a strict account 
of entertainment expenses. 


THE IRRITATING SERVICE CALL ° 

An order for which a salesman ran extensive trials was recently 
turned over to a competitor. What does he do when he is asked 
for his help in an emergency? 


DISTRIBUTION AND THE CHALLENGE OF SPACE 
Part I: How a Florida distributor backs up the missile shots with 
stock, servic> and fast delivery. 


CAPE CANAVERAL: THE SALESMAN AND SPACE...... 

Part II: The need to know what products will do. and not do in 
complex applications, and the constant pressure for rush deliveries 
keep salesmen on their toes at Cape Canaveral. 


HOW TRAVELING INVENTORY PAYS ITS WAY......... ee 
A Milwaukee salesman solves the problem of having the right ‘tool 
at the right place by carr ing a capsule stockroom on his calls. 


NEW FRONTIERS IN METALWORKING. ° +++ April 62 
Here's a preview of experts’ advice on ‘the long-range ‘trends in 
the metalworking industry. 


THE BIG SHOT IS BORED? 
A salesman uses an exceptional sales presentation and ‘ts met with 
a bored, glassy-cyed look. 


THESE SALESMEN “TAKE THE BUS" ON CALLS 

A bus is used as a mobile demonstration unit at Lee Supply & Tool 
Co., Chicago. On-the-spot demonstrations let customers get the 
feel of Lee's machinery before they buy. 


GETTING STARTED AS AN OUTSIDE SALESMAN.... 
Robert Biglow Jr. developed an accelerated training program for 
ing product knowledge, sales approaches, call 


planning, first calls, and customer knowledge. 





HOW SALESMEN CAN SELL INVENTORY SAVINGS....... dune 70 
Metal Goods Corp. instituted a well-planned program to prove that 
customers can save space and money when they let industrial dis- 


tributors keep stock for 
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SELLING SERVICE AND YOUR PRESENTATION 
ID readers express their opinions on two recent saleamen's cases 
“The Irritating Service Cali" and ‘‘The Big Shot is Bored?" 


IDEAS FROM OUTSIDE THE U.S.A. 


DISTRIBUTION AT THE 3Oth PARALLEL . -Mid-Dec. 26 
Industrial distributor in Finland makes progress despite handicaps 
of geography, uneasy politics and a stringent economy. 


L&B: SCANDINAVIAN SUCCESS STORY. 

Sweden's largest distributor meets the challenge of modern tech- 
nology by enlisting best available sales training facilities, stream- 
lining paperwork and offering quality products and service. 


USSR: COUNTRY WITHOUT DISTRIBUTORS. . February 57 
Frank M. Cruger visita the Soviet Union and reports on distribu- 
tion, production and the problems of ‘‘businessmen."’ 
DISTRIBUTION BELGIAN STYLE March 96 
Belgian distributor uses aggressive marketing policies and stream- 

lined operating procedures to meet the challenge of a changing 

economy and new technological advances. 


NEW LIFE FOR FRANK GARCIA 

When Fidel Castro moved in on Cuba, Frank Garcia left his pros- 
perous supply firm in Havana, and went to Chicago to work as an 
outside salesman. 


SPECIAL REPORTS 


NEW FIGURES REVEAI. $7.5-BILLION INDUSTRY 
ID's new measure of industry sales shows whopping $7.5-billion 
total for 1962, an all-time high. 


17th ANNUAL SURVEY OF DISTRIBUTOR OPERATIONS 
1962 recorded as one of the hest in year-to-year gains. 
volume increased 9.3% over 1961. 


INNOVATION IN THE AGE OF DISTRIBUTION 

Growth, technology, competitive pressures have put the distributor 
in a vital partnership role with his supplier and to make 
the entire flow of goods efficient. 





Inventory: Ways to Reduce the ‘‘Float"’ 
Handling Information: A Bigger Job 
Combining: To Sell Systems 

Paperwork: New Machines and New Ideas, 


PROMOTION 


ELEVEN BUSINESSES IN ONE 

A promotional program was undertaken in Indianapolis to dispel 
the impersonal image that a large distributor may create because 
of its size. 


HOW A SEMINAR BUILDS SALES 
Here are the guidelines for a seminar-type open house that should 
pay its way in sales as well as in good will. 


January 


SHAKO LAUNCHES TRAVEL CiINIC February 
A distributor takes customers on a bus tour of suppliers’ plants 
so they can see exactly what's behind the supply firm's service. 


DISTRIBUTORS JOIN FORCES ON DIRECTORY 
27 distributors in upper New York State put out a joint directory 
of their products and their manufacturer-suppliers. , 


GET runs | RETURN FROM YOUR PROMOTION 

t & Supply, Hammond, Ind., spends four times 
the average for promotion. Here's how the program works to 
increase the salesmen’s productivity. 


GETTING READY FOR YOUR NEXT OPEN HOUSE 
Two distributors hold open houses involving several months planning 
and resulting in immediate sales and long-run recognition. 





IDEAS FxOM ASSOCIATIONS 


PRICING, PROFITS AND INTEGRITY...... . Mid-Dee. 
CSIDA members take a searching look at “the” basic * policies "of 
teamwork to cure their profit problems, 


SIDA SPOTLIGHTS SELLING, PROFITS.........+.+ seeees February 
SIDA members attack price cutting and the problem “of upgrading 
salesmen at their Mid-year meeting. 


CONVENTION: SAN FRANCISCO 

NIDA-SIDA-ASMMA members reflect concern with ‘basic problem: 
How can distributors raise net profits in a business climate of in- 
creaking competition, downward pressure on selling prices, and 
overhead costs. 


EDITORIALS 


“The ABC’s of EOQ 


Lowest Price . 

Double Standard 
Bigger Than You Think 
First Requirement .. 
Flow Concept .. 
80/20 ... 
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teamwork to cure their profit problems, 


SIDA SPOTLIGHTS SELLING, PROFITS.........+.+ seeees February 
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Lowest Price . 

Double Standard 
Bigger Than You Think 
First Requirement .. 
Flow Concept .. 
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IDEAS FOR MANAGEMENT 


*HOW BIG IS YOUR MARKET?. seeeeeecees July 5B 
Distributor firm spends time, money and effort ‘to estimate true 
market potential. 


®TEN WAYS TO USE THE TAPE RECORDER. ........0sseee0e00+ duly 
Tape recorders prove successful for product training on key lines, 
for t pr tions ana for employee communication, 





CALCULATED ORDER: STOCK CONTROL TECHNIQUE...........August 
Mathematical routines ineure distributors of buying in economic 
quantities when combining ordering for stock of several items at 

one time. 


*STOCKLESS PURCHASING IN BEAUMONT....... . Suptember 
Guif Supply Co. credits stockless purchasing for ite big. gain in 
sales volume. 


STATISTICS PAVE WAY FOR AUTOMATION. . + - September 
Manual data collection precedes the switch to automatic methods, 


*BREAKTHROUGH TO ORDERMATION..........-0se+e00+++ «October 
An appraisal of the trend toward linking industrial ‘consumers to 
distributors by means of punched cards and tapes. 


HOW FAR CAN A SMALL DISTRIBUTOR AUTOMATE?..........Qctober 
What are the limits to what a small distributor can do to mech- 

anize an office with equipment that will justify initial cost? 
SERVICE THAT PAYS FOR ITSELF....... +eeeeee «October 
Assembly and fabricating shop service is credited tor e ‘quarter oi of 

firm's sales. 


GETTING EXTRA MILEAGE OUT OF SOSCA.............+.+.++ -October 
Put SOSCA to work to help you run your business on the inside—— 
at no additional expense. 


NET PROFIT PAYS SALES BONUS. ........020eeeeee+00++ November 
Company offers incentive to salesmen—a small quarterly bonus 
based on total net profit of the man’s own customers. 


DO DISTRIBUTORS STOCK ENOUGHT.........+++++++++++ November 
‘Five readers give views on the question of adequate stocking by 
distributors. 


WHY ADD MORE STOCK7. seer eee eeeeeancees December 142 
Seven more answers on question of adequate stocking. 


eee eenee 


SALES ANALYSIS, A LA CARTE. e . «November 74 
Computer service centers offer fast, "inexpensive ‘sales ‘and. cost 
analysis. 


COMING TO TERMS WITH CONTRACTS........... . December 
Here is a frank appraisal of the trend toward long-term sales 
agreements. 


eeeeeee 


ORDERMATION COMES TO HOUSTON. +++ -December 
Data- Phones on a network basis enable ‘distributors, to ‘heip ‘their 
line ordering. 





HELP YOUR COMPANY SURVIVE =, cocce . December 
Program insure your. company’ 6 con- 
tinued operation. 





SEVEN NEW OWNERS COMING UP.......66-00+0000+++++-December 
An actual case of « distributor who formed a plan for management 
succession and has made it work. 

ADP FOR MIDDLE-VOLUME FIRMS.........+60++++e0++++ -December 
The middle-sized distributor can utilize t d ing 
equipment to reduce cost, increase services and efficiency. 





IDEAS FOR SALESMEN 


SELLING MUST BE SERVICE.......... eeeeee July 
Atlanta salesman stresses new ideas and unique * services ‘to build 
success with his customers. 


P.A. LAYS DOWN THE LAW. cocccccccccces suly 
In this case, a salesman resents ‘being told ‘how to do ‘his job. 


THE EXTRA THAT MAKES A SALE. ...0 cece ee ce cece eeeceees August 
Texas salesman proves that maintenance manuals prepared for his 
customers give him an edge over price-cutting competition. 


BIGGER JOB FOR THE INSIDE MAN........ 
Inside salesmen become a creative selling force by periodically. 
calling m customers in person. 


PROFIT-CONSCIOUS SELLING ....... 
Four steps to help salesmen evaluate customer profitability. 


12,000 MILES TO SPLICE A BELT... ..cccecsecesececeses August 
Belt specialist travels to Pakistan on job assignment. 


oeeeeee August 


BUYER WHO IS “OVER SOLD”. 
Should a salesman sell a more costly plece ‘ot “machinery to a cus- 
tomer when a less expensive one will do the job? 


* REPRINTS AVAILABLE 


September 


BIDDING VS. BUYING 
service-selling 


In thir case, price-conscious customer worries 
salesman, 


TWO SALESMEN—ONE SALE. . October 
Teaming up a general line man with a * specialist salesman enables 


Syracuse Supply to turn small orders into large ones. 


SALESMAN FACT-FINDER LIST .....-.+- 
Here’s a checklist of sources of ideas to save time, money or labor 
for your customers. 


HOW FAR DOES CREDIT GO7. 
A small steady customer shows prospects of becoming a source of 
larger sales, but owes your firm a sizeable balance from a past 
sale. What do you do? 


eee eeee 


WHEN THE SPECIALIST SPOILS THE SALE . November 
How can you save an account when a factory specialist runs down 
an application your customer has worked up? 


LIVE AND GROW WITH SMALL ACCOUNTS 

Boston salesman sidesteps heavy competition for big accounts and 
builds success on overlooked market of smali shops service trades. 
WHEN THE CUSTOMER WON'T MOVE. . December 
Convincing a customer of your service is “only half the battle. | 


SPECIAL REPORTS 


*SALESMEN ON THE GO.....-eeeeee% «+. - September 
How does the distributor salesman view * himself, his work, his 
challenges and his rewards? Here is a study of his background, 
training, compensation and personal views of selling as a Career. 


90 


k eeccce 
Their Background 92 


Their Training .....++. 
How They Operate ......+++6. 
How They’re Paid ...eeeeeeseeee 
What They Think ......5-+++- 


September 100 
- September 102 


The INSIDE SALESMAN........+ oecce ° -November 56 
Here is a report on a new kind of inside salesman emerging “trom 

many distributor houses, ready to face today’s more competitive 

pressures. 


PROMOTION 


LET’S GET ADVERTISING OFF THE GROUND. ceeveee duly 65 
Advertising manager views promotion problems ‘tin the industry 
and suggests solutions. 


OISTRIBUTOR IN 16mm SOUND........++> . August 62 
Color film gives sound maintenance suggestions and "promotes the 
distributor function. 


PLANNED SHOW !S A SUCCESSFUL SHOW.. -September 86 
Professional approach to pl g and pr to 
a successful tool and machinery show. 


. sewer ewes 





PRODUCTS SUPPLIERS NEVER MADE........+ . September 80 
By adapting components from its catalog, Grand Rapids “Supply can 
put together a machine to suit almost any customer. 

PLASTIC BOX SERVES AS A CATALOG..... - October 69 
Plastic catalog container is valuable information “tool with data 

always current. 


THE HORSE RETURNS TO DISTRIBUTION. «++e++-November 72 
Promotion-minded distributor brings the horse ‘and. wagon ‘pack to 
distribution. 


TEARSHEET SELLING REALLY WORKS.......6-+seeeee8% . November 77 
Salesman scores success by using ads to prove his point with 
customers. 


GENERAL 


HOW TO GIVE AWAY $95-BILLION.......-+5+6:5 +. -Qctober 62 
Tools For Freedom is industry’s program to help rid America of 
its obsolete equipment and put it where it will do some good. 


MEETING 


ASMMA ON MARKETING PACKS THE HOUSE....... 
ASMMA'’s 1963 conference on marketing draws. record- breaking 
crowd. 


EDITORIALS 


Case For Curious Salesmen... 
It Can't Be Done ....++.++- 
This Selling Job ....... 

Wanted: Answers 
Inside Selling 
Ordermation 


July 63 
August 41 

- September 73 
October 55 
ecoccecs -Roseeies 55 
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